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on Bunker has one prime objective in his new 
role heading up SPR - to spread the message 
that Digital has the tools and the expertise to 
offer our customers a total business solution in 
the fast-growing open systems, Client/Server computing 
environment. 





The success of Digital in the South Pacific in recent 
times, says Ron, has been its ability to respond to the 
changing needs of the marketplace and this is an area we 
would like to see more fully realised by our customers. 


“In the past the company’s ideology was to promote the 
proprietary method of computing and fight any change, 
and that started the downslide,” Ron comments. 


“Today the losses are gradually being arrested and | 
believe that it has a lot to do with the new aggressive 
corporate strategy that was set in place several months ago 
by Robert Palmer and adopted fully by SPR under Ron 
Larkin’s leadership.” 


Ron Bunker says that one of the strongest growth areas 
locally has been the desktop division. “In Australia, the 
success has been extremely pleasing. The year on year 
growth rate for the division is 56% and we have done $102 
million against $65 million for the same period last year. 
We are looking to our PC-based products to further 
strengthen our claim as a total-solutions provider. 


“The need to adopt a more aggressive strategy exists 
because the open systems environment has split the market 
into two broad segments - volume and value. 


“Volume basically covers the hardware and software 
products being marketed by a company, while value relates 
to the support services and other expertise offered. 


“Both require a different type of salesperson and we 
have to plan our marketing strategy bearing that in mind 
if we want to keep ahead of the competition.” 


Ron admits that our corporate metamorphosis has 
been painful. “Accepting the shift towards open systems - 
and realising that this meant getting more into focus 
with customer needs - was a dramatic change for any 
organisation, especially when the new philosophy was in 
direct opposition to the one upon which its foundations 
had been built. 


“In the days when we were operating in the high-profit 
margins proprietary arena many employees were needed 
to do the work, but in the competitive open-systems 
environment, margins are lower and companies can only 
hire or retain staff they feel are vital to operations. 


“Restructuring is an ongoing process and not a matter 
of counting heads but of efficiency of operations. The 
notion of a ‘total solution’ is constantly being defined and 
redefined with advancing technology and changing 
markets. We need to be alert and we need to be willing to 
reorder the way we run our business. 


“Locally we have been a success story in the turmoil of 
Digital’s recent history and I have no doubts we can 
continue this success.” Tx 
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Below is a paraphrased answer that 
President Bob Palmer gave at the press 
conference at which the third quarter 
financial results were announced. 


The analyst’s question revolved around 
why it was taking so long for Digital to 
return to profitability, what actions had 
already been taken and whether we had 
any specific targets in terms of expenses 
and head count. 


Turning a $US15 billion company around 
after seventeen consecutive worsening quarters 
takes a long time. Management consultants tell me 
that our turnaround so far has been way better 
than average for a company of our size. 


To date, the changes that we have made are 
particularly significant. We have now put in place, 
and this took some time, a system that allows us 
accurately to measure the profitability of each busi- 
ness unit and we are working at putting resources 
behind the profitable ones and getting rid of the 
unprofitable areas. We have already cut $US2.5 
billion of expenses and over 40,000 people have 
left the company. These are not trivial actions. 


We have had some problems develop. Margins 
have dropped more quickly than forecast and some 
areas are growing more slowly than anticipated, 
These include Alpha, especially in the area of 
application availability, NT and Consulting. We have 
also experienced a significant drop in product 
margin. 


Our service costs are also too high. This is 
because we are not going for a quick fix as we are 
unwilling to let our long-term customers down. 
Profitability will return to these sites in the medium 
term as we change our servicing arrangements. 


We do have very specific targeted cost levels. 
SG&A and R&D will reduce to the low 20s and 7-8% 
respectively - levels which will return us to 
profitability. 


In summary, our profitability goals are 
running behind schedule due to unavoidable 
duplication of some costs as we make changes to 
our operation and due to areas of slower than 
anticipated growth. However, one of these areas, 
Alpha, has now started to grow dramatically and 


most of our corrective procedures are on target. 








Victorian investment 
> and more to come 


he Software User Support Centre at Deakin University in 

Geelong is the first outcome of discussions between 

Digital and the Victorian Government to identify 
investment initiatives in Victoria. 


The Centre, like its counterpart at the University of NSW 
which has been in operation since February this year, will 
provide a wide range of support service packages, for 
corporations through to individual subscribers, from full help 
desk and annual subscription contracts to ‘pay as you go’ per 
event calls. 


Deakin’s computer science students will be the front line 
of the customer support service, offering telephone support 
for Australian and possibly international users of Microsoft 
products for business and domestic users. 


“The decision to locate the Centre at Deakin University 
followed discussions with the Victorian Government in which 
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At the opening of the Deakin University Software User Support Centre, from left to right: 
General Manager Victoria/Tasmania Cris Nicolli, Victorian Minister for Industry and Employment 
Phil Gude and Professor John Hay, the Vice Chancellor of Deakin University. 


the Minister for Industry and Employment, Mr Gude, and the 
Premier, Mr Kennett, impressed upon us the advantages of 
Victoria and, in particular, Deakin University,” says General 
Manager Victoria/Tasmania, Cris Nicolli. 


“Certainly, Deakin is a world-class educational facility which 
provides excellent infrastructure and a ready source of qualified 
staff for the Centre. Students will have an invaluable opportunity 
to work in their chosen industry.” 


In recent years we have made significant investment 
contributions towards research and development in Victorian 
academic institutions, including the Australian Management 
College, Monash University, the University of Melbourne and 
the Australian Computing and Communications Institute. 


We have also contributed considerable funds and expertise 
in Victoria for the local development of products and services 
by companies such as Praxa, GE Plastics, Olex Cables, Fielden 
Management Services and Dataplex. We will be sponsoring a 
number of further such projects in Victoria in the near future. 


Cris notes that this latest investment has been enabled 
by Microsoft's decision to move worldwide to a user-pays 
methodology for software support, and the appointment of 
Digital as an authorised service provider. 


It is hoped that the Centre will open in the May 
timeframe although this is subject to customer demand levels. 


South Australia has also developed opportunities with Microsoft - 
see page 9, “= 
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Don Cooper-Williams has been 
appointed Director of Systems 
Business Operations for SPR, the 
largest of Digital’s six business units. 
Don will work with five product 
segment managers for the region. 





Colin Kidd is heading up’ a new 
integrated group - the Industry and 
Technology Group - which will bring 
together SPR’s industry managers with 
additional resources. As Director 
Industry Management, Colin will focus 
on strategic enabling technologies as 
the key to the development of Digital's 
future business. 








Sue Leikis is now Manager of Digital 
NZ's PC Group, following Peter 
Hargraves’ promotion to PC Sales 
Manager for Digital Asia. Formerly PC 
Manager for IBM, Sue brings with her 
invaluable experience in implementing 
strategies for selling direct into large 
accounts while still growing a successful 
reseller and retail channels operation. 





ew appointments 


wl 


John Heffner has joined us from Digital in the US to 
take up the position of SPR Finance Manager. Over his 15 year 
Digital career, John has held various Finance management 
positions both in the field and in Corporate, and most recently 
was the Manufacturing Plant Controller for the Colorado 
Springs Plant. Welcome to John, Claudette and family. 


Peter érob has been appointed Area 
Manager, Contact Management for the 
Asia Pacific Area, reporting directly to 
Joe Ford, World Wide Manager for 
Customer Value Chain Re-engineering. 
Peter will be based in Sydney. 








= 
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Ray Whitfield has moved from his role as Manager Sales 

Operations to take up the position of General Manager, 

Channels, 
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Dave Johnson, previously IS Manager 
for SPR, is now Asia Pacific System 
Management Services Business 
Development Manager. Dave is res- 
ponsible for supporting the AP territo- 
ries in developing and implementing 
business plans. Dave will reside in 
Sydney and be host managed by 
Graeme Shorter, ~~ 





PAVAROTTI ON CENTRE COURT FOR DIGITAL 


In March, Digital Victoria hosted a number of our customers to a special event at the National Tennis Centre, featuring 
Luciano Pavarotti and the World Festival Choir. The evening began with dinner at the Sheraton Hotel. After entree and 
main course guests were transported by boat along the Yarra to the concert on centre court, Pavarotti was on stage for 
75 minutes and sang one solo. Back at the Sheraton, guests then enjoyed dessert and coffee to round off a pleasant 


evening. 


Cris Nicolli, Ron and Misty Bunker, and Brian and Jenny Mitchell hosted the event. The guest list included the Victorian. 
premier and his wife and senior executives from major customers, such as Australia Post, Telecom, Cole: 
Supermarkets, Kodak, Alcoa and the Hydro-Electric Commission. According to all involved, the evening was not only 


enjoyable but successful in building customer relationships. “* 
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NEW BRISBANE HQ 


STAFF AND CUSTOMERS BENEFIT 





a 


At the opening of our new Queensland headquarters, (left to right) Queensland GM Kevin Dwyer, State Minister for Business, Industry 
and Regional Development Jim Elder and Digital Managing Director Ron Bunker. 


fficially opened on March 30 with 

a lot of local press interest and 

J an enthusiastic from 
State government, our new Queensland 


welcome 


headquarters fits the bill for both staff 


and customer needs. 


centrally located in the Brisbane CBD, the 
new facility features extensive customer and 
demonstration areas. Modern technology 
allows all presentation rooms to be combined 
in order to seat up to 180 people. 


The theme of the decor links in with the 
various resorts in Queensland in order to 


create a specifically Queensland image. All 
offices are dedicated to a resort such as 
Hayman, Lindeman and Hamilton and the 
soft hues used throughout the facility extend 
the island theme. 


A tremendous advantage over the previous 
BBO offices is that the new headquarters 
consolidates all BBO functions into the one 
building. 


Queensland General Manager, Kevin 
Dwyer, believes our customers benefit 
significantly from the move. 





WINGS OF APPROVAL FOR CAA 


Our relationship with major customer Civil Aviation Authority Australia (CAA) has 
reached a new plane. In the past couple of years the CAA has been working towards 
becoming a Digital Utility site, structured so that Digital provides the appropriate 
processing capacit) based on monthly payments. CAA thus no longer requires 
capitalisation for their computer requirements. 

The Utility concept, in providing maximum flexibility, has offered the CAA a wide range of 


methods by which technology can be used to address their business needs. 


As a result of the Utility concept, the CAA has become the first software compliant Digital 


site in Australia - 


meaning that their layered and system integration software products 


“Digital is committed to being the leading 
supplier of value-added Information Systems 
services and products in Queensland. This new 
office represents further major investment in 
Queensland by Digital and, due to its location 
and the quality of its customer areas, will 
signi Eth assist us in achieving this goal.” 


Queensland Minister for Business Industry 
and Regional Development, Jim Elder, formal- 
ly opened the new HQ, mentioning in his 
speech our research and development invest- 
ment via our facility at Bond University. 


Senior SPR management played a signifi- 
cant role in the event, including MD Ron 
Bunker who gave the response to Mr Elder's 
encouraging words, Brian Mitchell, Graeme 
Shorter, David Major and Maurie Hill. 


As well as the full BBO team, local 
Business Partners and press, some 80 senior 
executives from our major customers in 
Queensland industry and government, such as 
Telecom and the Queensland Electricity 
Commission, attended the cocktail party 
celebration. 

NOTE: The new address for BBO is Central Plaza II, 66 Eagle 
Street, Brisbane, © 


In attendance at CAA headquarters in Canberra for the software 
compliant certification were (fram left to right) Tom Corant and Peter 
Shea from CAA with General Manager Federal Government and ACT 

Qlaf Moon and Software Compliance Consultant Mike Ford. 


run on the appropriated sized machines, thus creating optimum performance for both software and hardware. 
“We are extremely proud of CAA’s certification as software compliant because it means that we have delivered a tailored solution from which the customer 
can achieve optimum benefit,” comments Specialist Consultant Mike Ford, who drove the project with then Account Manager Jim Carew (Fred McIntire is 


now CAA Account Manager). 


“In fact, a form of strategic alliance has developed between the two organisations so that we are each achieving optimum benefit from the relationship. 


The CAA spent some $6 million with us last year.” 
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SPREADING 
OUR WINGS 


We have appointed a value added reseller in Papua 
New Guinea to distribute our desktop products and 
services there. 


Business Solutions Pty Ltd, with offices in Port 
Moresby, Rabaul and Lae, now offers our range of 
personal computers, printers and networking products. 


“Papua New Guinea is a $100 million a year market 
growing at 10 per cent per annum. It is of increasing 
strategic importance to Digital’s Asia Pacific 
operations,” comments SPR Sales and Marketing 
Director Brian Mitchell. 


Business Solutions, who have operated in the region 
for 35 years, marked the signing of the VAR agreement 
with the sale of $60,000 in Digital PCs to PSA Savings 
and Loans, a local government credit union. 


In another landmark sale, the PNG Harbours Authority 
have taken delivery of 30 PCs and printers to the value 
of $100,000. This is the first Statutory Body in PNG to 
purchase equipment from Digital. ~~ 









At the 
3 L@)22) Digital PC 
Pitstop 


The PC Pitstop is a new customer service which offers 
maintenance, upgrades, tune-ups and trade-ins on all kinds of 
PCs, peripherals, printers and network hardware. The customer 
names it and Digital fixes it! 


The Pitstops are located at our headquarters in each capital 
city, offering on-the-spot repair when possible for any brand of 
computer-related product. The PC Pitstop will also collect and 
return equipment and offers consulting advice on the systems 
that will best suit the customer. 


All regular customers receive a news-sheet, Track Record, 
full of interesting information, tips and guidance for running an 
efficient technology-based business. 


Peter Cross, manager of Desktop Services, heads up the 
project which was officially opened in March. 


“The PC Pitstops provide access to Digital’s extensive 
multivendor customer service organisation for customers without 
comprehensive service and support contracts,” says Peter. “The 
PC Pitstops also organise 24 hour support on a wide range of 
popular software products.” x 
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TURNING 
OPPORTUNITIES . 
—— eo 

REVENUE 


Competency Circle Chairperson Paul Marshall. 


A critical factor in the battle to turn opportunities 
into revenue is the ability to advise our customers and 
prospects on the business and technical value of our 
systems, and to assure them that they are receiving the 
best solution. 


The newly created Competency Circle is a means of 
providing just that. It is a network of sales-oriented, up-to- 
date, confident support specialists for OpenVMS systems. 

The Circle will give practical training for specialists, 


convey consistent winning marketing messages ani 


provide updates on new technology that will create new 
business opportunities. It will in effect create a support 
system of technically solid specialists who will boost 
OpenVMS business. 


The first Competency Circle meeting was held in 
Melbourne in late February. It was the result of co-opera- 
tion between Product Marketing (who provided the funds), 
the branches and MCS (Multi-Vendor Customer Services) 
who made their top OpenVMS specialists available. 


The meeting was used to update the members on 
OpenVMS product details and futures, StorageWorks and 
its futures, client/server technology and consulting and 
automated production operations. 


“From my perspective as the Business Manager for 
OpenVMS VAX and Alpha AXP it was also a valuable 
opportunity to receive direct feed-back from our top 
specialists in the field on what we can do better to sell our 
advantages with OpenVMS,” commented Rolf Jester. 


The OpenVMS Competency Circle members are: 

Adelaide Steve Manuel 

Auckland Ron De Boer 

Brisbane Paul De Groot 

Canberra Patrick Keogh, Blair Phillips 

FB&l Peter Smith 

Melbourne Paul Marshall (Chairperson), Mark Cleary, 
MarkHandley and Tim Hughes 

Perth Richard Courtman 

Sydney Paul Kors, Russell Norman 

Wellington Malcolm Robbins ~* 











DIGITAL’S 





Remember the SPR Work 
and Family survey sponsored by 
Women in Digital last May? 
A whopping 82% of our 
population answered it. When 
the comments were read and 
counted, the voices were loud 
and clear that our employees 
need more flexible work 
practices in order to balance 
their work and private lives. 


The first of these practices is 
now a policy at Digital - Permanent Part 
Time (PPT) - and NSW has hired a PPT 
Administrator, Jan Gifford. 


(While the decision to use PPT for any 
individual job rests with the manager, 
anyone considering this option can talk 
to Jan or obtain a helpful booklet from 








e Balance Philosophy” 


PUT INTO PRACTICE IN SPR 


the Human Resources office 
that will guide them through 
the process. A minimum num- 
ber of 21.75 hours each week 
must be worked under PPT with 
the days and hours arranged 
between the employee and 
manager. 


What could be next? 
Telecommuting? Career breaks? 
Wellness programs? Dependent 
care? Whatever, it appears that 
with PPT a significant move has been 
made in keeping the company ‘Life 
Balance Philosophy’ alive and well in 
SPR. Ce 


* This is an edited extract from Digital 
Corporate ‘Life Balance Philosophy’ - you 
may obtain a copy from Human Resources. 


Kidney Foundation 


few months back, the Kidney Foundation of 
NSW called our Desktop Division, looking for 
information about the right technology for their needs. 


That phone call resulted in our donation of two 
PCs to the Foundation so that they can keep track 
of their growing database of financial contributors. 
Currently there are some 30,000 contributors and 
the Foundation is now able to use the database as a 
mailing list for their biannual newsletter and thereby 
as a means to look for further donations. 


“There are both symbolic and concrete benefits 
to Digital in making this kind of donation,” says 
Desktop Supply Chain Manager Peter Meyer. “Firstly, 
it is important that we act as a good corporate 
citizen. Digital is founded on these values and we 
have a mandate to offer assistance where we can. 


Kidney Foundation CEO Warwick Prime accepted our donation of two PCs 
trom Desktop’s Paul Jones. 


“As a secondary benefit, our donations and the 
details of it are to be publicised in the Foundation 
newsletter which now has a wide mailing list. It was 
a good deal for both sides.” ~~ 











WASTE MINIMISATION 


FOR TOMORROW, TODAY 


Digital has long been in the waste 
reduction business and SPR has won a 
swank of internal awards and com- 
mendations for work done in this area, 
Under our Environmental Policy, 
Earth Vision, we have been committed 
for many years and in many ways to 
conducting our business in a manner 


that “conserves the environment and Bedra Zey beads up our Waste 
Minimisation program. 


protects the safety and health of our 
employees, customers and the community.” 


Recently, we put into action the SPR Waste 
Minimisation Plan, a program for regular waste 
audits so 
developed. Ongoing audits will then be used to 
measure the success of the strategy. 


This project, which is 
headed up by Eedra Zey, is 
based on one done by 
Digital in the Netherlands 
where they relied heavily 
on employee involvement 
and management commit- 
ment in order to eventually 
implement 123 of 140 
waste minimisation sug- 
gestions from employees. 

Projections based on volunteer participation 
and management support to date have us achiev- 


ing the Commonwealth Environmental Protection 
Agency's target of a 50% reduction in waste going 
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that a waste reduction strategy can be 





The be five golden nudes of waste minimisation. 


to landfill by December this year - 
years ahead of the national ts 


Eedra and her team will be moni- 
toring such areas as paper usage, waler 
and energy use, single use items (dis- 
posables), recycling and warehouse 
practices. 


The team, which at this stage meets 
weekly before work, is made up of vol- 
unteers who answered a request for 
those willing to “do a bit more for Digital, and a 
bit more for the environment”. 


Rhodes - Chris Chapman, David Reinhold, Debbie 
Luke, Sandra Valentine, Kevin Collon, Michael Firth, 
Sheridan Mascall, Anne Beverly, Steven Bloom, Nicole 
Crewe, Bill Dickens, Francyne Cruze, Phyllis 
Sommerville, Leon Strauss, 
Graham Stevens and Richard 
Baecher: 

Lane Cove - Alan Tourle, John 
Fitzpatrick, Andrew Amos, 
Robert Bellamy and Rosalie 
Wattel 

Alexandria - Peggy Dambra 
Newcastle - Mickey Benefiel 
Wollongong - Walli Puth 


If you have any suggestions 
on ways to utilise our 
resources with the least amount of waste and the 
least destruction to our environment, write to 
WASTEBUSTERS or talk to any member of the 
team, (“> 


EARTH VISION 


Digital's Earth Vision policy provides a 
framework to ensure that our operations and 
activities are meeting the highest of environ- 
mental standards. 
Qur environmental protection programs focus 
on key areas such as; 

® Ozone layer protection 

@ Waste management 

® Risk control assessment 

® The application of information 

technology to the solution of local, national, 


and global environmental problems. 


We extend this vision through co-operative 
efforts, environmental education, technology 
sharing, our active participation in ICOLP and 
the Global Environmental Management 
Initiative (GEMI), our endorsement of 
the International Chamber of Commerce's 
“Business Charter for Sustainable 
Development/Principles of Environmental 
Management,” and through many other 
programs and initiatives that help to create 
a safer, healthier environment locally and 
globally - for tomorrow, today, x» 














% 
% 


Z 


Ne: 
A 
Ny 


sy 





CORNER 


lf you have a question about Digital's 
involvement in protecting the environment 
or any general question about ‘being green’, 
please write to WASTEBUSTERS. 


Q. How wasteful are we? 


A. Australians throw out the equivalent of 
one tonne of waste per person per year. This 
makes us the second most wasteful people 
on a per capital basis - twice as wasteful as 
western Europeans. However, Australia and 
New Zealand have a 50% waste reduction 
target by the year 2000. 


Q. Should newsprint be put in our office 
paper recycling bin? 


A. Our office paper is recycled into paper 
again, and newsprint, because of the short 
paper fibres (mechanical pulp) and the h*~4 
ink content, contaminates our collection. News” 


Because the recycling market is volatile, a 
paper mill could reject an entire container 
load, due to contamination. Plastic and dark 
colours also reduce the quality of our 
recycling collection. 


0. lf my plastic container has a number 
with arrows around it is it recycled? 


A. No. This symbol identifies it as one of 
the seven most common types of plastic 
(there are hundreds of others). It does not 
mean that it is recycled. The only plastic 
frequently recycled in Australia is the #1 or 
PET - and that is reprocessed into non-food 
applications. #2 (HDPE) and #3 (PVC) have 
limited collection systems and are not widely 
reprocessed. Many are sent overseas or 
stockpiled. In all a very small percentage of 
plastic is recycled in Australia. 


In Sydney alone, 75,000 tonnes of plastic are 
disposed of annually - the equivalent of 1.8” 
billion drink containers. Just the oil and gas 
required to make this much plastic would be 
enough to supply Sydney's gas demands — 

a year (source: NSW Environment Protec 


Agency). 


*Compiled by Eedra Zey, ~®> 


SA TAKES UP OPPORTUNITIES 


WITH MICROSOFT 





In September last year, Microsoft appointed 
Digital to be the first worldwide Microsoft 
Authorised Support Centre. Microsoft had to 
improve and increase its support capability to 
meet with demand and naturally called in the 
company renowned for service excellence - 
Digital. 


This agreement has not only enabled us to 
provide Telephone Support for Microsoft 
products, but also to update licences, media 
(CD-ROM or diskettes) and hardcopy 
documentation. 


South Australia has taken up this opportunity 
to open doors across the State. 


“The first quote we cut came to half a million 
dollars. This, and the level of interest from 
customers, meant that we were on a winner,” 
says Peter Fortunatow, SA MCS Sales Specialist. 


“The Bank of Adelaide is a good example of 
how the Microsoft deal has given us a foot in 
the door where previously we may not have 
come close,” Peter suggests. “The Bank was 
not licensed correctly to use Microsoft products 
and this had come to the attention of the BSAA 
- a watch-dog organisation which polices the 
use of Computer Software products. 


“Because we are the only vendor authorised 
not only to provide telephone support - as are 


Wang and NCR - but to update and be respon- 
sible for licensing, the Bank came to us. We 
now have a maintenance agreement with 
them.” 


The Australian Submarine Corporation based 
in Adelaide were quick to see the benefits of the 
service and they too now have this service in 
place. 


As Peter notes, many companies use Microsoft 
products. “Our relationship with Microsoft 
gives us a tremendous advantage and one that 
we will continue to utilise to our benefit with 
these service offerings.” x 


‘'WORKBUSTERS 


he process used by our 

third party business 

partners when they 
on-sell a Digital software 
licence was a source of 
complaint for some time. The 
process was totally manually 
driven and took weeks from 
start to finish. 


This contentious issue had 
not gone unnoticed to a few 
people in Digital, particularly 
Peter Vella, who submitted a 
solution to Workbusters and 
Peter McCallum, who had been 
trying to revive an old technical 
process that could provide 
resolution to this issue. 


The premise of both solu- 
tions was simple - using on-line 
systems, Digital should simply 
stamp the end user’s details on 


the licence bought through a 
business partner at the time of 
purchase. In a majority of 
cases the data was available to 
our systems. The difficulty was 
in getting the licence prod- 
uction system to point to the 
much needed end user data. 


Peter McCallum, with assis- 
tance from Manu- facturing |S 
(Johanes Sulistija and Michael 
Baker) worked on the solution 
for months, finally testing and 
implementing in early March. 


The benefits of the now 
in-place system have been 
tremendous: 


® approximately 50% of third 
party orders are provided 
to Digital with end user 
details from which end user 
licences can now be pro- 


duced and directly delivered 
to the end user; 


& 50% of end user customers, 
having bought from busi- 
ness partners, will not have 
to wait for correct and 
complete software licences 
before they can use the 
software; 


® Business Partners are no 
longer required to work 
a lengthy and manual 
sub-licensing process; 


@ Operations will have its 
sub-licensing work reduced 
by 50%. 


Congratulations to Peter Vella, 
Peter McCallum, Michael 
Baker and Johanes Sulistija for 
a very customer focused 


WORKBUSTER solution. “x 








Software Product Group to conduct customer sessions in each District 


Software Roadshow held in March and April was the vehicle for the 
[ teste: the major Client/Server products announced on February 8th. 


With the theme, ‘Implementing Open Client/Server Computing Now’, the 
roadshow presented to MIS managers, technical workers, Software Select Club 
new accounts, accounts nominated by each district, business partners and Digital 
personnel. 


Through to mid April the tour travelled to all capital cities in Australia and 
to Auckland, Christchurch and Wellington in New Zealand, According to Helen 
Witting, who organised the event, the response rate was very good and the 
feedback, via evaluation forms, was extremely positive. 


NETWORK EXPO’ 94 was held last month at our HQ in Rhodes, inviting 
over 1000 technical ‘influencers’ from NSW. The theme for the three-day event 
- ‘Digital’s Networking: Your Business Advantage’- provided information and 
hands on experience for network consultants, IT consultants, IT managers, 
network managers, IT press and Digital Business Partners from our 
Commercial, Health, Education business units. 


Presenters at the event included Larry Walker, VP of Networks Engineering 
amongst speakers from the Networks Engineering organisation in the US and 
local senior network consultants with extensive networks experience. 


Over the three days we held live demonstrations and seminars 
targeted towards the various industry groups. ‘Show bags’ were distributed with 
product brochures and souvenirs. a 


In the short term the event worked to close Q4 networking 
opportunities and generate healthy Q1 FY95 opportunities. Long term, the event 
was designed to stimulate network sales in FY95 and to establish Digital among 
the network integration leaders. 


Late last month and early this month we ran a series of Storage Forums in 
capital cities around Australia and New Zealand. The Forums, run twice yearly, 
provide our high-end customers, such as Australia Post, Bankers Trust, Telecom 
and the Stock Exchange, with an update on our storage products and on 
general storage strategy. 


“These events not only keep our customers informed, but provide 
a means of customer feedback for both our Sales and Engineering 
divisions,” says Storage Marketing Manager Trevor Gregory. 


“Considering that one of the shortest strategy-to-purchase cycles in the 
industry is in the storage area, meaning that having made a decision on their 
storage needs customers will buy almost immediately, the Forums are also an 
excellent Sales tool. Sales people can invite those customers they know to be 
ready to purchase.” 


Run on an informal basis, using a lecture format with plenty of Q&A time, 
the Forums were one-day events based on a Corporate-designed program. 
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Five Years 


V Ruth Balmer MKT SNO 
/Wayne Burgess SRV ADO 
atthew Cook SRV SNO 
Ron De Marco SRV SNM 
“Trevor Doake SRV HMO 
\ Meredith Fisher SRV SNO 
Paul Fleming SLS ADO 
-/Andrew Martin FIN NZO 
Paul O'Connor SLS MEO 
:/ Miguel Quineche SLS SNO 
Stuart Robinson SRV BBO 
sam Sidawi SLS SNO 


Ten Years 34 


/Margrith Mayer SLS SNO 
/Mick Mulvaney SLS NLO 


ad Orme SRV SNO 
Spi Shade SLS WPO 
\/ Marianne Starkey HR SNO 
Alan Willingale MFG SNA 
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Five Years 


en Albert SRV SNA 
John Cheung SRV SNO 
vPatrick Collins MFG SNA 
/Peter Emmanuel SRV WPO 
~ otewart Havill MFG SNA 
imm lannelli MFG SNL 
Agnes Lee MFG SNA 
vrus Pestonji SLS SNM 
Chris S Russell MFG SNL 


Ten Years ¢l/ 


— Bruce Carpenter SRV SNO 
“Jan Diwell MFG SNO 
Asa Fox SRV SNL 


ul Hummerston SRV SNO 


gp nitsay Patterson SRV SNO 
Louis Tassone IS SNO 


pips Years 711 
Harold Smith SRV CCO 


A 
/ Margaret Williams SRV SNO~ * 


The Forums attracted some 50 to 90 major customers in each city, 
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Bill volunteers his time 
to rescue and educate 
people about whales. 





Twenty Five Years of 
Bill Fulton SRV SNO 


Bill Fulton began his career with Digital Australia 25 years ago - and his first assignment was to 
spend a year at The Mill Headquarters learning the Digital ropes. 


Since that time Bill has travelled the world as a software specialist, stopping back in Australia 
for a few months or a few years before setting off again. Highlights of his career include being the 
first software specialist at the newly established Technical Support Centre in Valbonne, France in the 
late seventies. 


During that time Bill served the entire European Digital community, using his school German, 
his university Russian and picking French up on the way. His only difficulty was Finnish which is 
dissimilar to all other languages! 

Back in Oz, Bill founded our Artificial Intelligence Centre and headed up the project team which 


developed a landmark Al system for Lend Lease - a system which has been honoured in Al cire’s* 
around the world and used as a prototype for many other systems. . 


Bill has two children, Ingrid (22) and Andrew (20). He and his wife Samantha are very involved 
with the prominent volunteer whale rescue and research organisation, ORRCA - Bill as president of 
the organisation and Samantha as a fulltime ORRCA worker. 


Congratulations Bill on a very long and varied career. ~*~» 
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Account: 
State Bank of South Australia 


Order by: Barry Pipella 


Assisted by: Scott Barlow (Program Manager), 
Geoff Slocombe, Roy Patching, Alan Taylor, Patrik 
Norberg, David Major and BCFI in Sweden. 


Location: Adelaide 
Value: Significant 


Notes: This is the first retail banking solution 
sold by Digital in SPR. Digital is prime contractor 
for the entire project and over 95% of the Sl 
contract contains Digital product and service. 


Account: FH. Fauldings 
Order by: Barry Pipella 


Assisted by: Donal English, Bruce Hampton and 
Noelene Woo 


Location: Adelaide 
.e: $500K 


Notes: This is the first Alpha order by one of 
SPR’s leading VAX accounts. 


inning streak 


Account: Optus 
Order By: Peter King (Optus Account Executive) 


Assisted By: Karl Rodrigues (Solution Architect), 
Ken Jenkinson (Solution Manager), Andrew 
Lucas (AAI! Consultant) and Andrew Godman (Bid 
Manager) 


Location: Sydney 
Value: $750K 


Notes: This order is initially to write a detailed 
specification for providing a single interface point 
to all Optus applications, enabling speedy and 
efficient resolution of all customer calls. 


Account: Sagasco Resources 


Order By: Peter Fortunatow ae 

Assisted By: IT Solutions, Dave Fairman and Bob 
Scarborough 

Location: Adelaide 

Value: $42k per annum 


Notes: Win provides hardware maintenance for 
eight SUN systems, SUN peripherals, a mixture of 
Seagate and Wren disk drives and a number of 
Exabyte tape drives. 





Account: Housing Trust 
Order by: AMS Australia 


Assisted by: Roger Adamson (Account 
Manager), Brain Jarman, Richard Sharpe and 
Greg Starkey 


Location: Adelaide 
Value: $500K 


Notes: This is not only an excellent co-operative 
win with Channels, but the first major Windows 
NT win in Australia, with us providing over 20 NT 
servers around the State. 


Account: 
Dept of Road Transport 


Order By: Roger Adamson 
Assisted by: Grahame Richards 
Location: Adelaide 

Value: $300K 


Notes: The purchase of our Alpha OSF servers 
has broken the HP hold on Unix in the 
Department. 


THE SUN SHINES ON DIGITAL'S SERVICE 





A maintenance contract for another vendor's systems is 
a major achievement, as the SA branch well knows. They 
have had two wins for the maintenance of SUN systems in 
recent times - a three-year contract with the SA 
Department of Environment and Natural Resources (see 
last issue, page 10) and now an open-ended contract with 
Sagasco Resources (the SA Gas Company) 


econ to MCS Sales Specialist for both accounts, 
"eter Fortunatow, a few elements add together to make our 


maintenance contract too good to refuse. 


“The maintenance is offered as part of an overall 
package which enables a better deal for the customer if 
they give the business to single vendor. It also gives us 
greater opportunity to be creative” says Peter. 


“Furthermore, the customer has one-stop support on all 
their systems, including support on all of their UNIX 
environment irrespective of brand. 


“Because our engineers do such a good job of looking 
after the customer’s other hardware, we didn’t need to 
spend much time at all substantiating our ability to look 
after SUN, 


In fact, in both the accounts we have sold into, the 
question of our ability to service SUN systems was not the 
major issue.” 


Peter notes that the greatest achievement of the 
contracts is that it provides “two excellent reference sites 
for future opportunities.” Tx 








rattan What you want 
OPENS trom Digitalk - 


Q Results from the March Digitalk Readers Survey indicate a high opinion 
of Digitalk, with more than 80% of respondents finding it always or usually 
interesting, believable and easy to read. 


The subjects you'd like to read about in Digitalk include: 
® Digital's plans for the future - 66.6% “very interested” 
@ How Digital is doing against the competition - 54.4% 
® Financial results - 41.4% 

® Different parts of the company - 37.0% 

® Digital's sales successes - 34.5% 


& Ways to develop your career path - 34.5% 


The information gathered will help the Digitalk editorial committee provide more 
of what you want and make improvements in areas indicated by the survey. 
Ongoing feedback from staff is always welcome. 


The competition run in conjunction with the 
survey was won by David Wales (pictured), 
Production Engineer in Manufacturing at our 
Mowbray Road office, who enjoyed a dinner for two 
to the value of $150. Congratulations, David, and 
thanks to all who responded to the survey. “*\y 
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